WHITMAN  PREPARES  TO  ENTER  NEW  DECADE 


January  is  traditionally  the  time  for 
new  resolutions,  and  the  beginning  of  a 
new  decade  even  more  so.  Whitman 
Management  very  clearly  secs  this  as  a 
time  of  opportunity  and  challenge  and 
is  determined  to  streamline  its  operation 
to  meet  the  ever  growing  needs  of  coin 
hobbyists. 

A  number  of  recent  innovations,  de¬ 
signed  to  speed  up  production  and  as¬ 
sure  greater  availability  of  Whitman 
products,  will  ultimately  aid  dealers 
throughout  the  country  in  better  ser- 

I vicing  their  customers.  All  indications 
^oint  to  a  tremendous  growth  in  the 
coin  hobby  during  the  1970’s  and  Whit¬ 
man  is  planning  a  number  of  moves  to 
maintain  and  strengthen  its  position  as 
leader  in  the  field  of  coin  supply  prod¬ 
ucts. 

As  a  part  of  this  program,  the  Whit¬ 
man  Coin  Supply  Division  has  been 
split  from  Western  Publishing  Com¬ 
pany’s  Hobby  Division  and  will  operate 
as  a  separate  unit  within  the  organiza¬ 
tion.  Kenneth  Bressett  has  been  named 
manager  of  the  division.  He  has  served 


Ken  Bressett 


with  the  organization  in  many  capacities 
since  1959  and  most  recently  as  senior 
editor. 

Other  organizational  changes  include 
the  appointment  of  Jerry  Hucbncr  as 


sales  manager  and  Ed  Metzger  as  pro¬ 
duction  and  product  manager.  These 
specialists,  both  of  whom  have  had  long 
experience  with  the  company,  will  in¬ 
sure  careful  attention  to  their  respective 
areas  of  operation.  The  Coin  editorial 
staff,  headed  by  R.  S.  Yeoman,  includes 
the  well  known  talents  of  Neil  Shafer 
and  Holland  Wallace.  A  selected  staff 
of  other  seasoned  assistants  adds  up  to 
a  team  that  will  produce  the  ultimate  in 
service  to  the  trade. 

Evidence  of  the  new  program  may  be 
seen  in  the  recently  released  supply 
catalog,  the  Welcome  to  Coin  Collecting 
brochure,  and  the  modified  sales  pro- 
( Continued  on  page  2) 

INFORMATION  PLEASE 

With  this  issue  wc  arc  starting  a  new 
year  and  a  new  decade.  We  like  to 
think  that  this  year  of  1970  will  be  the 
beginning  of  bigger  and  better  sales  for 
our  jobbers  and  dealers,  and  a  period  of 
vigorous  growth  in  the  hobby  market. 
As  a  relatively  minor  but  exceedingly 
important  step  in  that  direction,  we 
would  like  to  ask  you,  dear  reader,  to 
come  to  our  assistance.  Here  is  what  we 
want  you  to  do. 

Turn  your  Merchandiser  around  and 
look  at  the  address.  If  it’s  your  business 
address,  fine.  If  there  is  an  error,  please 
notify  us  immediately  of  the  necessary 
corrections. 

One  thing  more.  If  you  know  of  any 
coin  or  hobby  dealers  who  arc  not  now 
receiving  the  Merchandiser  on  a  reg¬ 
ular  basis  and  who  would  like  to  do  so, 
please  send  their  names  and  addresses  to 
the  editor.  Their  names  will  be  added  to 
the  mailing  list  to  receive  this  publica¬ 
tion  regularly. 

To  do  a  job  well,  everyone  must  start 
at  the  beginning.  If  this  job  is  done  with 
100%  participation,  we  will  have  ac¬ 
complished  the  first  step  toward  a  suc¬ 
cessful  and  rewarding  year  for  both  of 
us.  Thank  you.  ■ 


Whitman  Coin  Divition's  new  Sole*  Manager  it  Jerry  Huebnor. 


WHITMAN  PREPARES  TO 
ENTER  NEW  DECADE 

(Continued  from  page  I ) 

gram  whereby  jobbers  mail  their  orders 
directly  to  the  Coin  Supply  Division. 
New  production  methods  have  been  de¬ 
vised  that  should  insure  a  continuous 
flow  of  products.  This  will  be  especially 
true  of  coin  tubes,  which  have  been  one 
of  the  most  troublesome  areas. 

Whitman’s  advertising  program  for 
the  new  year  will  offer  greater  product 
exposure,  with  ads  designed  to  bring 


Ed  Metzger 


customers  to  your  store.  In  conjunction 
with  this,  ad  mats  and  other  ads  will 
be  offered  to  dealers  to  assist  in  your 
own  local  advertising  (sec  story  on  page 

3)- 

1  he  most  modem  computer  service 
will  also  aid  in  Whitman’s  expanding 
operation.  Branch  warehouses  have  been 
established  in  two  new  locations  and 
plans  are  well  under  way  to  accommo¬ 
date  additional  growth  in  Canada,  Eng¬ 
land,  Europe,  and  Asia. 

Coin  collecting  needs  arc  of  prime 
importance  and  they  will  be  accommo¬ 
dated  through  a  scries  of  new  reference 
books  and  revised  editions  of  the  long 
established  standards.  The  newly  re¬ 
leased  Bookshelf  Albums  that  include 
proof-only  coins  are  an  indication  of 
how  the  line  will  grow  with  the  times. 

The  sizzling  seventies  will  sec  interest 
in  coin  collecting  move  to  new  heights, 
but  only  if  the  hobbyists  are  properly 
encouraged.  With  so  many  leisure-time 
activities  vying  for  the  hobbyists’  in¬ 
terest,  we  must  cater  to  their  needs  and 
sec  that  they  are  supplied  with  every¬ 
thing  possible  to  keep  this  the  world's 
most  enjoyable  hobby.  ■ 


JOURNAL  BACK  ISSUES 
STILL  AVAILABLE 

We  continue  to  receive  many  inquiries 
about  the  availability  of  the  Whitman 
Numismatic  Journal.  Although  this 
publication  was  discontinued  over  a  year 
ago,  subscriptions  pour  in  daily  and 
back  issues  seem  to  be  more  popular 
than  *evcr. 

Several  complete  volumes  arc  still 
available.  Each  year  contains  twelve 
issues  of  64  to  80  pages,  every  one  packed 
with  valuable  reference  material  and 
articles  of  lasting  interest.  Coin  collectors 
of  all  specialties  will  find  a  storehouse 
of  information  in  these  editions  and  we 
are  pleased  to  offer  them  at  the  follow¬ 
ing  prices: 

Vol.  I,  1964 — Sold  Out 
Vol.  II.  1965— $5.00 
Vol.  Ill,  1966— $4.50 
Vol.  IV,  1967— $4.00 
Vol.  V,  1968— $4.00 
Orders  with  remittance  should  be  sent 
to  Whitman  Numismatic  Journal  at  this 
address.  ■ 

STAMP  KITS 
FOR  THE  BEGINNER 

Whitman’s  Beginners’  U.S.  and 
Worldwide  Stamp  Collecting  Kits  arc 
just  tire  thing  for  youngsters  interested 
in  collecting  stamps.  They’re  shrink 
wrapped  for  protection  and  parked  in 
four-color  packages  for  eye  appeal.  The 
suggested  retail  for  both  kits  is  $2.95. 

No.  6737  is  the  kit  for  United  States 
stamps.  It  contains  an  updated  Fron¬ 


tiersman  hard  cover  stamp  album,  a 
selection  of  U.S.  stamps,  hinges,  pocket 
stock  wallet,  and  the  beginner’s  booklet. 
Let’s  Collect  Slam />s.  It’s  an  ideal  selec¬ 
tion  for  the  young  U.S.  stamp  collector. 

No.  6738  is  for  worldwide  stamps. 
The  beginner  will  be  inspired  by  die 
collection  of  stamps  from  all  over  the 
world  that  is  included  in  this  kit.  Con¬ 
tents  consist  of  the  updated  Crusader 
hard  cover  stamp  album,  package  of 
foreign  stamps,  hinges,  pocket  wallet, 


and  Let’s  Collect  Stamps.  Great  for  the 
youngster  with  a  yen  to  travel. 

Both  of  these  kits  are  a  very  large 
value  for  a  very  small  price.  ■ 

A  NEW  ERA 
OF  COLLECTING 

During  the  past  several  years  some 
have  expressed  the  idea  that  collecting 
U.S.  coins  is  a  lost  art  because  of  the 
disappearance  of  silver  from  circulation. 
Well,  if  the  vanishing  silver  had  been 
the  only  occurrence  on  the  numismatic 
scene  perhaps  there  would  be  some 
validity  to  this  statement.  But  if  you 
stop  and  think  about  all  the  rest  that's^^ 
happened  lately,  you’ll  quickly 
that  what  we  have  now  is  really  the^^ 
beginning  of  a  new  era  of  collecting. 

Let’s  take  a  brief  look  at  the  most 
important  happenings  since  1964: 

Clad  Coinage  Introduced  1965 — 
Copper-nickel  clad  coinage  was  intro¬ 
duced  in  1965  for  dimes  and  quarters. 

The  core  of  each  of  these  is  copper.  Half 
dollars  were  given  an  80%  silver  outer 
layer  with  a  20%  silver  core.  Starting 
with  the  1965  issues  there  arc  now’  35 
different  dates  and  mints  of  coins  in 
circulation,  and  the  day  is  fast  approach¬ 
ing  when  these  first  clad  pieces  will  be 
eagerly  sought  in  choice  condition. 

Special  Mint  Sets  1965-1967 — In  an 
effort  to  preserve  continuity  of  collectors’ 
coinage  during  the  severe  coin  shortage 
of  those  years,  the  mint  struck  sets  of 
select  uncirculated  coins  which  were 
called  Special  Mint  Sets.  These  were 
sold  for  $4  a  set  during  1965-1967. 
While  not  of  proof  quality,  some  were 
prooflike  in  general  appearance.  The 
most  important  factor  here  is  that  these 
sets  represent  the  only  really  decent 
specimens  of  those  years  available  to 
collectors. 

Mint  Marks  Restored  in  1968 — Dur¬ 
ing  1965-67  there  were  no  mint  niarks^^ 
on  any  coinage.  In  1968,  mint  marks^^ 
were  once  again  placed  on  coins  from 
mints  other  than  Philadelphia.  One  un- 
( Continued  on  page  4) 


AD  MATS  AVAILABLE 
FOR  LOCAL  USE 

Nichols  store  in  Utica,  New  York 
included  a  small  notice  about  Red  Books 
in  a  recent  newspaj>er  ad.  The  spot  took 
approximately  two  square  inches  of 
space,  but  it  quickly  sold  five  dozen 
books  for  them. 

Results  such  as  this  are  not  at  all 
unusual,  and  most  hobby  dealers  agree 
that  local  advertising  docs  pay  divi¬ 
dends.  The  national  advertising  that 
Whitman  docs  to  presell  coin  supplies 
ultimately  leads  most  collectors  to  your 
store,  but  even  the  smallest  local  ad 
generally  brings  a  rash  of  new  business, 
especially  from  collectors  who  do  not 
read  the  national  trade  publications. 

Most  local  retailers  and  many  smaller 
neighborhood  stores  regularly  advertise 
in  their  local  daily  or  weekly  newspapers. 
The  main  purpose  of  this  advertising  is 


what  he  considers  to  be  a  currently 
“hot"  item,  or  one  that  may  produce 
steady  year-round  selling  of  “staple" 
items,  the  single  product  ad  usually  has 
a  picture  of  the  item  and  an  attention 
getting  headline,  a  brief  description  of 
the  product,  the  retail  price,  and  the 
store’s  name. 

Sometimes  a  retailer  will  run  a  large 
ad  featuring  many  items  from  different 
manufacturers,  or,  hopefully,  his  com¬ 
plete  line  of  Whitman  coin  supplies. 

Another  popular  advertising  program 
makes  use  of  special  flyers  or  mailers. 
These  generally  feature  a  wide  range  of 
products  and  arc  sent  to  regular  store 
customers. 

To  assist  retailers  in  this  type  of  local 
advertising,  Whitman  offers  several  ads 
in  the  form  of  ad  mats  that  a  newspaper 
can  use  to  make  printing  plates  and 
repro  art,  which  is  similarly  used,  de¬ 
luding  upon  the  printer's  requirements. 
These  ads  feature  a  picture  of  the  prod¬ 
uct  and  a  capsule  description.  They  arc 
suitable  in  whole  or  in  part  for  many 
types  of  advertising. 

You  may  write  directly  to  this  office 
to  receive  more  information  about  this 
program  and  we  will  supply  ad  mats 
ancl  proof  sheets  without  charge  for 
your  local  use.  Address  inquiries  to 
jerry  Huebner,  c/o  Coin  Supply  Divi¬ 
sion.  ■ 


This  famous  "Sluo  Book  describes  and  Illus¬ 
trates  alt  U.S.  copper,  nickel,  silver  and  gold  coins, 
including  mint  records  and  mint  marks.  Also  in¬ 
cludes  premium  values  lor  all  U.S.  coins  ond 
advice  on  what  to  buy  when  starting  a  collodion. 


DEALER  NAME 


A  Typicol  Whitman  Ad  Mot 


to  create  store  traffic  and  stimulate  sales. 

This  kind  of  advertising  is  referred  to 
as  “retail"  or  “local,"  because  it  is  con¬ 
fined  to  those  areas  where  the  store  is 
located.  The  retailer  pays  for  this  ad¬ 
vertising  himself  and  ads  carry  his  store’s 
name  and  include  retail  prices.  This  is 
distinct  from  “national”  advertising  for 
a  particular  product  or  line  which  is 
paid  for  by  the  manufacturer  and  which 
does  not  give  a  store  name. 

A  retailer  usually  advertises  in  one  or 
more  ways.  A  single  newspaper  spot  for 


WHITMAN  REPRESENTATIVE 
PROMOTES  HOBBY 

The  last  two  months  have  been  rather 
busy  ones  for  senior  editor  R.  S.  Yeo¬ 
man,  who  has  spent  much  time  publiciz¬ 
ing  the  coin  collecting  hobby.  In  the 
belief  that  the  greatest  potential  fos 
growth  lies  in  new  collectors,  Mr.  Yeo¬ 
man  has  made  several  appearances  on 
radio  and  TV  promoting  the  enjoyable 
aspects  of  the  hobby. 

On  November  25  be  was  a  guest  on 
the  “Jim  Conway  Show,”  WGN-TV, 
Chicago.  During  the  interview  he  dis¬ 
cussed  the  Eisenhower  dollar  coin  and 
silver  dollars  in  general.  He  was  also 
interviewed  by  the  Chicago  Sun  Times 
for  an  article  that  will  appear  at  a  later 
date. 

Dick  made  another  visit  to  Chicago 
on  December  2  when  he  was  a  guest  on 
Beeline's  “VIP  Line,”  a  feature  column 
in  the  Chicago  Daily  News,  and  an¬ 
swered  telephone  calls  from  readers  with 
questions  about  coin  collecting. 

In  addition  to  these  activities,  he  re¬ 
cently  made  appearances  at  several 
major  coin  shows  in  New  York,  Califor¬ 
nia,  and  Hawaii.  ■ 


NEW  EDITIONS  MEET 
ENTHUSIASTIC  RESPONSE 

Shafer  book  includes  Military 
Payment  Certificates 
Our  newly  introduced  fourth  edition 
of  Neil  Shafer’s  Guide  Book  of  Modern 
U.  S.  Currency  is  meeting  with  wide 
acceptance  and  a  very  favorable  re¬ 


sponse  from  collectors.  The  scope  of  the 
book  was  greatly  enlarged,  as  Shafer 
not  only  added  new  information  on  reg¬ 
ular  issues,  but  also  sections  on  Military 
Payment  Certificates  and  U.S.-Philip- 
pin’e  issues.  The  frontispiece,  an  illustra¬ 
tion  of  the  very  popular  Barr  note  with 
a  short  descriptive  article,  generated  im¬ 
mediate  interest.  The  books  are  going 
fast,  so  if  you  have  not  yet  ordered,  now 
is  the  time  to  do  so,  as  this  is  a  sure 
winner. 

Second  printing  of  23rd  Edition 
Red  Book  now  Ready 

We  also  find  the  Guide  Book  of 
United  States  Coins  selling  extremely 
well  this  year  and  in  fact  have  seen  a 
few  bare  counters  across  the  country. 
Don’t  ever  be  caught  without  this  pe¬ 
rennial  favorite.  We  have  completed  a 
second  printing  of  the  1970  edition  and 
now  have  ample  supplies  to  take  care  of 
everyone’s  needs.  Be  sure  to  check  your 
stock  and  be  prepared  for  the  balance 
of  the  selling  season.  ■ 

MEXICAN  BOOK  SELLS 
LIKE  TORTILLAS 

Whitman’s  colorful  and  information- 
packed  Guide  Book  of  Mexican  Coins 
has  really  sold  out  fast.  In  fact,  it’s  gone 
so  well  that  we’re  completely  out  of 
stock!  We  regret  having  to  disappoint 
those  of  you  who  tried  to  -obtain  some 
recently,  but  they  simply  went  out  al¬ 
most  as  fast  as  they  were  printed.  If 
you  need  more,  let  your  jobber  know 
so  that  he  can  advise  us.  Then  in  the 
near  future  we’ll  see  how  many  arc  on 
back  order  and  perhaps  be  able  to  get 
back  on  press — pronto!  ■ 


OF  U.S.  COINS 

.  Yeoman 


m 


The  most  practical  reference 
book  for  beginning  and 
advanced  coin  collectors. 


A  NEW  ERA 
OF  COLLECTING 

(Continued  from  page  2) 

usual  feature  was  the  placement  of  the 
restored  mint  marks.  For  the  first  time 
ever,  all  were  positioned  on  the  obverses 
of  all  denominations. 

San  Francisco  Resumes  Coinage  Op¬ 
erations  1968 — Though  they  call  it  an 
Assay  Office  in  official  correspondence, 
it’s  still  a  mint — and  collectors  went  wild 
with  glee  upon  seeing  the  letter  S  once 
again  on  circulating  coinage,  something 
they  had  not  seen  since  1955.  There’s 
magic  in  that  letter — if  you  don’t  believe 
it,  just  ask  any  collector.  During  1968 
and  1969  the  S  “mint”  made  cents  and 
nickels  for  circulation,  but  it  was  re¬ 
sponsible  for  other  things,  too — proof 
coinage. 

Proof  Coinage  Resumed  in  1968 — at 
San  Francisco! — In  an  unprecedented 


move,  the  government  authorized  reg¬ 
ular  proof  coinage  to  be  struck  at  a 
branch  office!  And  to  top  it  off,  every 
proof  coin  was  to  show  its  place  of 
origin  with  the  letter  S.  Well,  that  was 
all  right,  perhaps  even  expected.  What 
was  not  expected  was  that  the  S  “mint” 
might  produce  some  denominations  as 
proofs  only,  with  none  of  the  same  for 
circulation.  This  hadn’t  happened  in 
the  U.S.  since  1895,  and  it  was  not 
considered  likely  now.  But  as  1968  wore 
on,  it  became  more  and  more  apparent 
that  such  a  circumstance  was  in  fact 
taking  shape.  By  the  end  of  1 968,  it  was 
crystal  clear — the  S  “mint”  had  struck 
plenty  of  cents  and  nickels  for  circula¬ 
tion,  but  the  only  dimes,  quarters  and 
halves  with  the  magic  S  were  in  proof 
sets!  What’s  more,  the  same  thing  has 
happened  in  1969.  How  long  it  will 
continue  is  anyone's  guess,  but  you  surely 
can’t  ask  for  much  more  of  a  collecting 
stimulus  than  that! 

The  Barr  Notes  1968- — We’ve  not 
touched  paper  money'  yet  in  this  dis¬ 
cussion,  but  the  big  topic  on  everyone’s 
mind  today  is  the  Barr  note  story. 

Joseph  W.  Barr  was  appointed  to 
serve  as  Treasury’  Secretary  for  one 
month  only,  and  there  arose  immediate 
speculation  and  hope  that  his  name 
would  appear  on  some  issues  of  paper 
money.  This  did  in  fact  happen,  and  $1 
Federal  Reserve  Notes  with  his  signature 
now  number  about  450  million.  Issuance 
of  these  notes  caused  a  tremendous 
amount  of  publicity  to  be  focused  on 
them,  and  while  they  are  now  in  general 
use  they  certainly  have  constituted  one 
of  the  most  exciting  and  popular  aspects 
of  modern  collecting.  The  full  story  of 
the  Barr  notes  is  in  our  newly  released 
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FIRST  CLASS  MAIL 


4th  edition  of  Shafer’s  U.S.  currency 
book  (see  elsewhere  in  the  Merchan¬ 
diser). 

The  Eisenhower  Dollar — Everyone 
agrees  it  will  happen,  but  what  they 
don’t  know  yet  is  what  it  will  be  made 
of.  Some  want  it  to  contain  silver,  others 
say  it  should  be  clad.  Whatever  is  finally 
decided  upon,  the  appearance  of  such  a 
piece  will  naturally  be  another  tremen¬ 
dous  boost  to  the  hobby,  as  the  coin 
will  have  instant  popularity.  Just  watch 
and  sec  what  happens! 

That  Tucked-away  Silver  —  We 
started  out  by  saying  that  silver  had 
disappeared  from  circulation.  Now 
where  do  you  suppose  it  all  is?  The 
government,  and  some  private  firms  also, 
have  melted  a  portion  of  it.  But  a  great 
deal  is  simply  tucked  away  in  boxes,  jars, 
piggy  banks — maybe  you,  too,  have 
some.  This  is  just  great,  for  here  you 
have  thousands  of  folks  who  put  silver 
away  regardless  of  its  date  and  mint,  and 
there’s  more  and  more  awareness  of 
potential  collector  value  being  spread 
to  such  people  all  the  time.  Before  all 
this  silver  is  disposed  of  some  day,  you 
can  bet  your  bottom  (silver)  dollar  it 
will  be  sorted  to  sec  if  any  “good  ones” 
were  caught — and  thus  will  develop  the 
nucleus  of  a  very  large  group  of  collec¬ 
tors  and  customers  in  the  not-too-distant 
future. 

Here  you’ve  seen  just  some  of  the 
factors  that  will  be  so  important  in  shap¬ 
ing  the  coin  market  of  today  and  years 
hence.  We  think  there’s  a  tremendous 
potential  out  there,  just  waiting  to  be 
brought  into  the  fold.  Which  means 
there’s  plenty  of  work  and  profit  ahead 
for  everyone — and  we  all  like  that!  ■ 


